PERFUMES  AND   THEIR  PREPARATION.
In respect to the suitability of various odors to the diversities
of personality, it is difficult to set down definite rules. Everyone
knows that, as a general proposition, the brunette requires heavy,
spicy odors and the blonde favors flowery scents, while the red-
haired woman is a more difficult proposition since her personality
is such as to absorb and subdue all or most types of scent. But
there are other and vaguer signals of temper and manner which,
though difficult to analyze, spell volumes to the initiate and make
the sale easier through the application of understanding, judgment
and a liberal sprinkling of intuition.
How often does a woman pooh-pooh the scent off a stopper
fresh from the bottle and show delight when the demonstrator
has waved away the alcohol solvent and thus discovered the odor
in all its native grace! How many sales are lost by the initial
proffer of a heavy odor to a woman who by all the laws of aro-
matics and individuality is a subject for a light floral scent! For
when she afterwards arrives at the appropriate key in the series
it proves insipid and futile to nostrils already cloyed with other
and spicier notes of the "aromatic scale." It is a safe procedure,
when in doubt, first to offer light odors with a floral halo and to
conclude with a robust bouquet. And remember, the feminine
viewpoint is subject to abrupt transitions.
The ideal merchant and the successful sales-person should
know and like perfumes. It is not a too difficult subject to
master. Any good manufacturer's salesman should be able to
supply some of the basic information and tell you how and
where to seek the finer details. There are but few reliable books
on the subject, but ample data are available in trade papers. A
little study will reflect itself in the course of selling, for nothing
so thoroughly persuades a buyer as evidence of certitude on the
part of the seller.